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How useful is market mapping in helping the business you have chosen to identify the key

N2

S and P Photos is a photographic business that sells ranges of cameras,

produces passport photos for customers and performs photo restoration.

The business is owned by Roger Murphy who took over 13 years ago, he

has«t‘(/vo shops; one in Camberley and one in leatherhead. Their success is
) imarily based upon high quality service and product knowledge that
*“you would not find in bigger businesses.

The business has many competitors in its market (mainly from internet
retailers).lts main rivalry in the Camberley shop is from Jessops
Photographic. S and P Photos has enjoyed success over the years, mainly
due to the brilliant staff and superior product knowledge to its rival’s
mean that customers choose to shop at S and P Photos rather than other

Market map Business owner

»®x

features of its market?

retailers, to get one to one talks on the best products to choose.
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A market map is a feature ma'ny |

businesses use to get an idea of where
they sit in their market; it can help
identify gaps in the market, help the
business see how they fare when
compared to rivals and can help them
decide how to price products to stay
competitive with the local competition.

This map to the left is based on

individually'the business owner placed

themsélves on the scales.

On the 30/09/2012 | conducted an
interview with the owner of S and P

Ul

Photos to find out how he rated the Quality of his business, how good he thought his pricing}:r?f
was, and finally if he knew who his competitors were and how he rated their quality and
pricing. He told me that he thought his business had a highly superior quality of service to its
main local competitor Jessops; however he thought he lost the edge on pricing because §
and P Photos is a smaller more local business he could not afford to keep pricing as
competitive as he would like. He knew that his main competitor in the Camberley shopping
area was Jessops, but however the main concern he has is that he cannot compete with well

know internet retailers. On the other hand he said that he relies on his staff which he
described as “some of the most knowledgeable salesmen around” to provide quality ove
pricing. The owner concluded that he finds market maps a useful feature to help him
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identify gaps in the market, which is how he identified the gap in the market for a high
qu 'ﬁy camera salesman. They also help him decide how to compete in the local area to
\;é?/ one step ahead of the competition.

Market maps have many advantages; they are useful to help businesses judge where they
stand in comparison with their competitors, they can see how their quality of service
compares to the price, they can help them target gaps in the market and can be filled out by
customers so the business owner can get opinions on their quality of service and pricing.
However they do have some limitations, mainly from market maps based on customer FX(“\
evaluatjon. Not all customers will know the business well enough to give useful enough
feedpack, only customers who have shopped at rivals will have accurate impressions on

whiere your business sits in the market.

Customers at S and P photos were asked to fill out a

short questionnaire mainly based on how they rated the
quality and pricing of the business, compared to S and P
Photos main rival Jessops. This graph shows how
customers rated the quality of service at S and P Photos.

B Excellent

N Good

@ Average

® Poor

B Don’t
Know

H Excellent ]
W Good f?
& Average e
® Poor

- & Don’t know

Customers were then asked how they rated the quality of
service at Jessops; this graph is based on their feedback.
Customers who said don’t know, had never shopped at
Jessops.

The contrast in terms of quality on the graphs can be seen.

S and P Photos use of market maps has clearly hefped it

identify a key gap in the market for a higher quality camera
salesman. The results of these questions indicate that S and N
P Photos are hitting its target market of people trying to AN
find quality advice and service on products. | believe the
businesses use of market maps has helped it achieve this.

As the business clearly has the edge in loyal repeat

purchase customers, unlike Jessops/who maost customers

asked had never shopped at.



P2
L
These Market maps are based on
customer feedback on where they think

that S and P Photos sit in comparison
with Jessops.

Market map customer apinions
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This market map has many similarities
to the one filled out by the business
owner. The majority of customers agree
with the business owner’s prediction on
where they sit in the market. Both the
owner and the customers seem to agree
that the quality of service S and P
Photos provides is excellent. However

the company’s pricing makes jt lose
some competitive edge. \ ™

Paragraph i Styles

rket ma 9/15 people asked had never shopped at Jessops)
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From the people who had

shopped at Jessops who are S

and P Photos main rival. The —<
contrast in the graphs is clear.

There were a range of results

given but the main theme

running through them is that

Jessops does not have the

same quality of service s S and

P Photos.

Con

The results of this graph relate to the businesses
owner’s market map on how good he thought the
pricing was at S and P Photos; they both suggest
that S and P Photos pricing could be improved, the
businesses use of market maps has helped it here

to identify how to price its market. The business is
not quite pricing its products correctly according to

& Excellent

W Good

& Average

W Poor

@ Don't
Know




- the customer market maps, again this shows that analysing customer market maps can help
/5 and P Photos fare better in the market against its rivals. This graph agrees with the
business owner’s market map, they both seem to agree that the pricing at S and P Photos is
fairly high however the customers who said the pricing was excellent are clearly happy to
pay high prices for excellent quality.

g

Customers were asked if they had ever
shopped at Jessops in Camberley. This
graph tells me that over half of the
customers who filled out the
guestionnaire had never shopped at
Jessops. Based on my other graph
asking how customers rated the quality
of service at jesscps over half of the
ones who had rated the quality of
service as average or poor. This links
back to the market maps of both the
customers and the manager suggesting
that S and P Photos have better quality
than Jessops. | now know that Jessops is
not as well known in the Camberley
shopping centre as S and P Photos.

E Yes

R No

The reputation of the business | think has been helped by its accurate use of market maps to

win over customers with quality over pricing, the customers seem happy to pay for this 3
quality of service because this graph suggests that S and P Photos is generally more well

known that its main rival in the local area. The business needs market maps filled out by

customers to find out if S and P Photos are still outmatching Jessops in their target market;

which at the moment they are.
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This graph represents, for how many customers
this first time was shopping at S and P Photos. For
over half the customers this was not their first time
5 shopping at S and P Photos. This graph suggests
that it is most likely that for the people who were
shopping who had not shopped at S and P Photos
before had been shopping at Jessops instead.

B Yes

M No




However in the comments given by these people, they suggest that they were not satisfied
by the quality of service at Jessops and so they came to S and P Photos because they had
heard of its good reputation. This graph is useful because of S and P Photos techrique of
market research by using market maps has allowed them to win over many of Jessops
customers with its quality of service, once again proving that their use of market maps has
helped them to gain an advantage over their main rivals without having to price their
products as well as them.

)
In conclusion, | have found that S and P Photos find Market Maps a great tool to use to
identify who their main competitors are with regards to quality and pricing, the owner can
research this to find out who his main competition is. S and P Photos use this data to
evaluate how effective their service is and how they should change their prices to stay
competitive.

To answer the question, yes. | think market maps are a very good tool to use because they Cm C
give the owner a realistic view on how they sit in the market, market maps i think are most
useful when filled out by customers, | know this because based on the results from S and P
Photos customer evaluation on S and P Photos and its rivals, from the results | can conclude
that S and P Photos is hitting its target market and customers seem more satisfied after they
shop at S and P Photos then at Jessops its main rival.

| can recommend to S and P Photos that they continue to use market maps on a regular
basis (perhaps once to twice a year) to help them stay ahead of Jessops and other rivals.
They should continue to ask customers on what their opinion on where S and P Photos sit
on a market map because this gives an accurate representation on the current market and
which retailer is doing the best.

Market maps are useful because you can use them to compare yourself to any competitor,
it doesn’t just have to be a local rival, also they can help you identify a gap in the market and
even help you decide on the best course of action should you want to start a business |
know this because the business | was researching have used market maps and other market
research tools to provide a service that nobody in the local area can replicate and this wins
customer satisfaction and loyalty away from big companies that cannot dcyis{
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These were some of the website | used to help plan and formulate my essay. These helped
me see how S and P Photos market was doing.

S&PPhotos.co.uk
BBC
College

Amazon (getting information from S and P Photos
competitors on the internet)

Play.com
Jessops.co.uk
Google maps

Bing images
These are the tools | used to construct my essay.

Research log

Market maps and Business pictures

Questionnaire for customers




Questionnaire for the business owner

Customer guestionnaire analysis

Appendix 1

uestionnaire
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Questionnaire By

1. Is this your first time shopping at S and P photos? (Please tick)

Yes []
No O]

If so why?

2. What do you think of the quality of the service at S and P photos? (Please
tick)

Excellent

Good

Average

Poor

Don’t know

3. Have you ever used another local camera shop over S and P photos?

Yes

No

if so why?




Y

4, How good would you say the pricing is at S and P Photos?

Excelient

Good

Average

Poor

Don’t know

5. Have you ever shopped at Jessops in Camberley?

Yes

No

If so how would you rate their service?

Excellent

Good

Average

Poor

Don’t Know

If not why?




Appendix 2

Business
owner
guestionnaire



1. How would you rate the quality of your business?
Excellent
Good
Average
Poor

Don’t Know

2. How good would you say your pricing is?
Excellent
Good
Average
Poor

Don’t know

3. Do you know who your competitors are in the local area?

Yes

No

4. Who would you say is your main competitor?

Jessops

o




Appendix 3

Questionnarie
analysis



Is this your first time shopping at S and P Photos?
Yes 3
No 12

What do you think of the quaility of service at S and P?
Excellent 12
Good
Average
Poor
Don’t knov

o O o w

Have you ever used another local Camera shop over S and P?
Yes 7
No 8

How good would you say the pricing is at S and P?
Excellent 6
Good
Average
Poor
Don’t Knov

Q O H U

Have you ever shopped at Jessops in Camberley?
Yes 6
No 9

if so how would you rate their service?

Excellent 1
Good 0
Average 3
Poor 2

(s}

Don’t Know

N1



Appendix 4

Research log
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